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TECH TOOLS FOR THE FUTURE
un Tzu’s “The Art of War” is being touted by many corporate executives as
providing a philosophical structure for helping managers think outside the
box and overcome business obstacles. CPAs should consider embracing
Sun Tzu’s philosophy when they are investing in technology—those CPAs who
may already have missed out on the advantages of new technology must rapidly
embrace nontraditional thinking if they are to compete in the next century.
Today’s technology tools make firms more profitable by improving communi
cations, increasing efficiency and reducing costs. This article reviews the busi
ness “weapons” that will help you “go digital” so your firm can reduce waste and
become more profitable.

S

Cut back on paper
The average CPA firm produces more than 30,000 pages per year, according to a
recent study in the Quantum CPA Report—the result of using copiers, laser
printers and fax machines. For example, the average firm prints out a tax return,
makes two copies of the completed return and, then, sorts out any sheets that
are not needed. Firms must find better methods to distribute information.
Today’s high-end tax software programs can help CPAs avoid such waste and
reduce administrative time by printing both client and IRS copies directly from
laser printers. It is less expensive to laser-print a page than to copy it, according
to the study, once all the capital and maintenance factors are incorporated.
Today’s Hewlett Packard 4000 and 8000 production laser printers can be more
cost-effective printers (especially if paired with pooling options) than many of
the digital copiers CPAs use in their practices. While digital copiers have scan
ning capability, they are not always compatible with accounting software, which
hurts productivity. All firms should evaluate the cost per print of their current
copiers compared to their laser printers and make adjustments this year.

E-mail alternative
All firms distribute inordinate amounts of paper manually.
But, because e-mail can be used to send a document to
multiple users from the originator’s desktop, much of this
reliance on paper distribution has been
reduced. But what about documents in paper
format that need to be saved, copied or
rerouted? Personal scanners such as the
Visioneer PaperPort 7600 ($120) can take a
Monday morning tax update and attach it to an e-mail that
can be sent to all the staff. It beats the traditional stack of
reading material on the comer of everyone’s desk.
The PaperPort Deluxe software ($50) is effective for
translating hardcopy documents into word-processed
ones, using built-in optical character recognition soft
ware. The software can import a client’s printed trial bal
ances into spreadsheets so they can be transferred into
audit workpaper software, saving rekeying time and
reducing the possibility of error.
Faxing also adds to the paper buildup in CPA firms. We
laser-print documents to send them through the fax
machine and often copy inbound faxes for distribution to
others. Today’s electronic faxing capabilities allow users
to send documents from their desktops and store an elec
tronic copy on their hard disk. For single users, products
like eFax or USWest FaxPower allow you to send and
receive faxes via e-mail, with a cost that is far below that
for traditional faxes. For firms that send and receive a
large number of faxes, a variety of hardware and software
solutions available from www.faxsoftware.com
can be tailored to meet your specific needs.

Data repositories
Storage and retrieval of paper documents is a major
concern for CPAs, who often complain that they
cannot find files and forms when they need them.
All firms should create their own Intranet for the
storage of company forms, tax updates and policies and
procedures manuals. The firm Intranet can act as a cen
tral online Rolodex—once a directory is updated, your

entire staff will have a current version. The Intranet can
also be a launching place for the firm’s Internet book
marks. A simple Intranet can be developed within a firm
by installing Microsoft’s Internet Server (IIS) and exten
sions and using Microsoft FrontPage2000
($120) to maintain the site.
For larger documents, firms are turning to
products like CentriFile (www.centrifile.
com) that will allow staff to print, scan and
retrieve documents from an electronic file rather than a
printed document.

Information in the field
There are a number of tools that allow personnel access
to firm information off site. The REX electronic organiz
er ($50) is the smallest of these products and fits into a
PCMCIA card (about the size of four stacked credit cards)
with an LCD screen. The REX allows you to view your
entire Rolodex and your calendar, as well as any tasks and
memos from your groupware (Outlook, Notes,
GroupWise) and can be updated by “synchronizing” the
PCMCIA card with your PC.
For people who need access to their groupware, includ
ing e-mail, and who want to update information while out
of the office, the first choice is the Palm Pilot personal
digital assistant (PDA). This handheld device allows users
to not only access information but also update it with a
stylus (plastic pen). The next time it’s connected to the
laptop, all “field” changes are uploaded to the network
and any changes made within the office are downloaded,
warning the user if there are any conflicts. The
Palm Pilot comes in many versions ranging from
the basic Professional ($130) to the Palm VII
($600) which has wireless capabilities.
The Palm VII is the latest iteration of the Palm
series, but is currently very expensive to use for
wireless transmission of data. Most people with
very large contact lists (more than 2,500 address
es) opt for the Palm IIIx ($350), which is upgradable.
Those with fewer than 2,500 contacts lean toward the
Palm V ($350), which is roughly half the width of the
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IIIx, and has a built-in lithium battery that recharges
whenever docked. The Palm models from the
Professional through the IIIx operate on two AAA batter
ies, which usually last 6-12 weeks.
The next class of PDAs fall into the Microsoft CE cate
gory, which ranges from handheld eight-ounce units to
micro-laptops weighing in at less than two pounds. These
devices operate on a light version of Windows including
“dumbed-down” versions of Word and Excel. They have
the advantage over the Pilots of color screens and linking
to an existing operating system, but fare badly in speed
and power consumption comparisons. These are not lap
top replacements because they only operate software
designed for the CE operating system. CE class equipment
is making strong inroads into many markets, including
WebTV and automotive computers, but it will probably be
at least two years before it overtakes the functionality of
Pilot PDAs. The handheld versions from HP, Everex and
Cassiopeia are priced in the $400 range to compete with
the Pilots, while the micro-laptop versions are priced in
the $700 range and work effectively for basic word pro
cessing, spreadsheets, PowerPoint presentations and
groupware communications.

Remote security
Laptops get stolen. According to industry statistics, 1 out
of every 15 laptops purchased disappears. CPA firms
should be concerned about this trend because of confi
dential client data they store on the hard drive.
The Kensington Security Cable
($45) allows users to lock a PC to
a table or chair using the frame
connection (small hole with a
chain logo above it) that is on
most PCs today. In addition there
are motion and distance sensors,
such as the DefCon system ($50),
that will sound an alarm if anyone tries to walk away with
your computer.

Field printing and networks
Infrared capabilities have improved the ability of auditors
in the field to share a single printer. The Canon BJ series
has built-in infrared ports that allow laptops to print to
them as long as they have a clear path. If laptop setups
and printers are standardized, users do not have to carry
cables. The Canon BJC50 is roughly $300 and has a
rechargeable battery so you don’t need to carry a power
source for small jobs. The popular HP 340 ($250) series
also has an upgrade option that allows users to add an
infrared device ($30) to share existing field printers in
the same manner.
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Another issue for remote users is
the transfer of files, done tradition
ally with floppy disks. This works
very well for smaller files. For larg
er file transfers, firms are connect
ing “field networks” using portable
hubs, like D-link ($60), and their
network interface cards to transfer files to a main PC
where they can be backed up on Zip disks or Superdisks
(120Mb floppies).
Technology continues to impact every part of our busi
ness and personal lives. Firms that embrace today’s tech
nology and keep abreast of changes will find they can
make their firms more efficient and more profitable.
CPAs will be more effective if they think nontraditionally,
as in “The Art of War,” and use the right tools for the right
situation. ✓

—By Roman H. Kepczyk, CPA and CEO of InfoTech
Partners, North America, Inc., in Phoenix. E-mail:
roman@itpna.com.

ABA COMMISSION ENDORSES FEE
SHARING
he legal profession is one step closer to allowing
lawyers to partner and share profits with non
lawyers, such as CPAs. A special commission of
the American Bar Association has recommended that the
profession rewrite its rules of conduct to allow fee shar
ing between lawyers and other owners of multidiscipli
nary practices. If adopted by the ABA and the state bar
associations, these revisions would pave the way for onestop shopping companies that offer customers legal and
accounting services under one roof.
Court-imposed rules of conduct in the United States bar
mixed-professional partnerships. Even though CPA firms
are some of the largest employers of attorneys in the
United States, lawyers who work in U.S. CPA firms can
only offer clients consultations and tax advice. This
would change under the ABA commission recommenda
tions to revise the ABA Model Rules of Professional
Conduct.
“This is the beginning of the evolution of the combin
ing of the two professions,” said Gary Shamis, partner of
Saltz, Shamis & Goldfarb in Cleveland and chair of the
AICPA MAP committee.
Copies of the commission’s report are available online
atwww.abanet.org. ✓

T

3

Q&A: FROM TAX TO FINANCIAL
PLANNING
lients consider you, the CPA, their most trusted
adviser. Because of this, you are in a special posi
tion. You can make use of the information you
already have about a client—whether it’s from a form
1040, an attest engagement or a technology consulting
engagement—to offer your clients financial or invest
ment advisory services.
Moving from an engagement like tax preparation to
financial planning can be complex, but, with the proper
training and licensing, it can be nearly seamless. Many
CPAs already are making changes in the services they pro
vide. The following questions about the process were
posed by CPAs and answered by Phyllis Bernstein, direc
tor of the AICPA personal financial planning division. You
may have similar questions as you develop your own
financial and investment advisory services.

C

1 As my role changes from tax preparer and planner to
money manager, how can I develop my practice?
Because you review your clients’ returns, you know
where their assets are. You also know whether they are
satisfied with their adviser, broker or money manager.
Often, clients are unhappy with at least one of the above.
If a client is not happy with the professional currently
investing his or her funds, this is an opportunity to pro
pose yourself as the new financial adviser and suggest
taking over management of that client’s assets. This
process, known as “asset capture” works best when you
have a face-to-face meeting with your client to analyze
the portfolio—you can demonstrate your investment
savvy and use the occasion to ask for work.

2 If a client has $2 million invested with a broker or
adviser he or she is not satisfied with, how much
might you expect the client to invest with you in
the beginning?
You could probably assume 50%. The client already has
someone he or she can use for comparison, and this should
work to your advantage. Within a year, you may very well
have the rest of the assets under your management. This is
another example of asset capturing.

3 What will the financial planning market look like in five
years?
Over the next few years, there will be a free-for-all
in financial advisory services—everyone will advertise

4

himself as able to do just about everything. There will be
a complete convergence in what individual planners are
doing and selling. There also will be certain limitations,
such as government oversight and auditing relationships.
Many changes will occur, and CPAs will find that almost
any model or method for getting into the financial advi
sory business will work.
There currently are four ways of getting into the finan
cial advisory business:
1. Getting paid for making referrals.
2. Forming strategic alliances.
3.Setting up your own investment advisory practice
and bringing in your own experts.
4. Becoming an agent of a brokerage company.
Determine your own strategy. You may want to bring
an expert in house, or you may decide to set up a sepa
rate investment advisory entity so the new business is
owned by and connected with the CPA firm, with a sepa
rate group involved in the advisory function.
The model you choose should be what conforms best
to the current growth strategy and culture of your firm,
as well as to your personality and that of your clients.
Every model has proven successful so far for different rea
sons. For larger firms, the separate firm model makes
sense. For small firms, becoming an agent or setting up
an alliance with other advisers may be the best model.
Getting paid for referrals has the lowest potential value
for all firms. Carefully evaluate the models to find one
that makes sense for your firm.

4 How do you price financial advisory services?
Clients who have a high net worth have different person
alities, and they will respond differently to various pricing
arrangements. Look at it from their point of view. Some
clients will happily pay for services on an “unbundled”
basis even though it costs more. Other clients prefer to tell
their CPAs to take care of the financial matters and to give
them a bill. It is really a client-specific issue, not a compa
ny- or firm-specific one. You have to know who your
clients are and what they are likely to be comfortable with.
Vary your payment arrangements to suit the clients.
Show them the payment schedules and let them choose
whether or not to “bundle” planning, tax work and invest
ment advice. They should have the option of changing it
later; that way, they’re not locked in.
Most investment advisers charge clients a fee based on
assets under management. Others are paid for their ser
vices through a commission. Although some of these
advisers are seriously concerned about possible conflicts
of interest, others feel that disclosing the commission to
the client cures the conflict.
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Any investment adviser or financial adviser, regardless
of the compensation method, has a fiduciary duty to help
clients decide on what is in their best interest. For exam
ple, a back-end-loaded mutual fund might make sense for
a client. But you have to be licensed to sell mutual funds
(you must have passed the Series 6 exam) to earn the
commission. However, many mutual fund companies are
willing to waive their loads, and an asset-based advisory
fee may, in any case, be more appropriate.

5 How will the Internet affect investment
advisory practices?
Personal service will become more important for the
high-net-worth client. The do-it-yourself baby boomers
will want and expect customized online portfolios.
Expect such portfolios to become the norm in the near
future. Online trading and advisory services will speed
the trend toward fee-based and fee-only services from the
more common transaction-based services.
Low-cost Internet trading will force firms to justify their
costs by providing value-added services. Fee-only advis
ers will benefit because people will be looking for plan
ning advice instead of making trades—clients will con
tinue to pay for valuable advice.
Technology is an enabler—use it to your advantage to
help educate your clients. Clients are likely to want to go
to the Internet to check their portfolios. Advisers need to
be the first source for financial advice. Your Web site will
be a very important part of this service. For example,
many advisers have set up a password-protected page on
their site, updated daily, with client account information.

Clients may react emotionally to a change before the CPA
can explain what is really happening. A Web site enables
current and prospective clients to understand you, your
firm’s philosophy and how you provide advice. ✓

—By Phyllis Bernstein, director of the AICPA personal
financial planning division, Jersey City, New Jersey,
e-mail:pbemstein@aicpa.org.

HIRING: DID THEY THANK YOU?
A recent survey of 150 executives reveals that most
job applicants do not send formal thank-you notes to
prospective employers after a job interview. As many
as 76% of employers said they consider a post-inter
view thank-you of value when evaluating candidates.
However, only 36% of job applicants actually follow
through with this simple courtesy.

Source: Accountemps. Web site: www.accoun
temps.com.

PRACTICE AID: BE A NOTARY TOO
" You need to talk to your lawyer about this.”
How many times has a CPA made this recom
mendation to a client after reviewing a trans
action? Referring work to an attorney is often the right
choice, but determining what engagements are best handled
by a lawyer is not always easy. Even though the CPA exam
has a section on business law, there is a lot more to legal
issues than CPAs may remember from the test they took 5,
10 or more years ago. One way to increase your knowledge
of current business law and provide your firm with a con
venient client service is to become a notary public.

How will this add value to your firm?
A notary is a public officer whose authority may include
attesting to or certifying documents to make them offi
cial, taking affidavits and depositions, and performing
other duties as the laws of each state permit. The follow
ing three examples show how a notary in your firm can
add more value for your clients.
1. Often, in closely held companies, shareholders bor
row from and lend money to their corporations without
signing a formal promissory note. CPAs generally recom
mend to their shareholder-clients that they sign a
promissory note in the event others question the trans
action or to be better prepared in the event of an IRS
audit. In following the CPA’s recommendation, the client
usually obtains the services of the company’s attorney. A
notary in the CPA firm, however, could certify the note
for the client as a value-added service.

2.

A sole proprietor may transfer assets, such as motor
vehicles, to a controlled corporation in exchange for
stock in the corporation (an IRC section 351 transfer).
Title to the vehicles needs to be formally transferred to
the corporation, and a notary can prepare and sign the
documents necessary to accomplish this.
Many times a business owner does not understand the
concept of changing from a sole proprietorship to a cor
poration and fails to make the transfer of assets legal. It
is very difficult to explain to an IRS agent during an audit
why a company has depreciated a vehicle that is not in its
name or, for example, paid a note for a vehicle still in the
shareholder’s name. The business owner would be
responsible for some serious audit adjustments if a trans
fer of assets has not been notarized.

3.

The simple act of witnessing a signature on a docu
ment such as a property tax report is perhaps the most
obvious bonus of having an in-house notary public. The
client will appreciate being able to get this done at a
central location.
continued on page 6
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continued from page 5

Another bonus for a CPA who acts as a notary is that the
fees notaries receive for their services are specifically
exempt from the definition of wages as defined by the
Internal Revenue Code and are not subject to self
employment tax.

What does it entail?
The requirements for becoming a notary public vary
from state to state. They may be as simple as obtaining an
appointment from a judge to passing a challenging writ
ten exam. Don’t be discouraged if your state requires you
to sit for an exam. Rather, consider it a good opportunity
to learn more about the laws of your state.
Here are some of the subjects that are addressed on
state notary public exams:
1. General duties and purposes of a notary.
2. Uniform Commercial Code.

3. Credit deeds.
4. Conventional mortgages.
5. Sales and conveyances.
6. Leases.
7. Property descriptions.
8. Mortgages.
9. Promissory notes.
10. Successions.
11. Donations.
12.Wills.
Many of these areas relate to accounting, auditing and tax
and are addressed on the CPA examination. There are not
many CPE courses on business law offered by state CPA
societies that cover as much of the subject as a course
offered by a state bar or legal secretaries association.
To find out about becoming a notary public, call or
write your state secretary of state’s office or check the
Internet for notary public information in your state. ✓
—By Stephen A. Raymond, CPA and sole proprietor,
Lafayette, Louisiana. Phone: 318-988-4864.

POP QUIZ
How many of the following legal terms can you define?

1. Affidavit.

2. Attest.

9. Jurisdiction.

3. Authentic act.

10. Option.

4. Community

11. Perjury.

property.
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8. Judgment.

12. Power of attorney.

5. Conveyance records.

13. Recordation.

6. Deposition.

14. Separate property.

7. Domicile.

15. Subpoena.

AICPA CONFERENCE CALENDAR
Fraud
September 13-14—JW Marriott Hotel, Washington,
DC.
Recommended CPE credit: 16 hours
This conference is for auditors, consultants and other
professionals who want to know more about identify
ing, detecting, preventing and reporting on fraud.

Futures and Options
September 16-17—Swissôtel, Chicago, IL
Recommended CPA credit: 16 hours
If you are a finance professional, or if you would like to
learn more about how futures and options can be used
to manage risk or capitalize on market opportunities,
this conference is for you.
Governmental Accounting and Auditing Update
September 27—28—Sheraton Crescent, Phoenix, AZ
Recommended CPE credit: 16 hours
Public practitioners with clients in the federal, state
and local government sectors hear the latest on gov
ernmental accounting and auditing developments,
including information on GASB’s new reporting model.

Advanced Litigation Services
October 18-19—Grand Hyatt, Atlanta, GA
Recommended CPE credit: 17 hours
Practitioners will be able to apply the skills they learn at
this conference immediately to their practices. Hear
court case updates, learn cutting edge litigation tech
niques and hear how you can be a better expert witness.
Auto Dealership Conference
October 21-22—Caesars Palace, Las Vegas, NV
Recommended CPE credit: 16
Discover the opportunites in the auto dealership
industry. Hear updates from the IRS and the NADA, see
how the Internet may change your client relationships
or participate in the interactive tax panel.
Forum on Staffing Issues
October 25—26—Caesars Palace, Las Vegas, NV
Recommended CPE credit: 16 hours
Hiring and retaining employees is the biggest con
cern among public practitioners. Hear from peers
and experts on firm culture and attracting and retain
ing talented staff. Arrive early and attend special
strategy sessions that will be held between 1:00 p.m.
and 5:50 p.m. on Sunday, October 24.

To register or for more information, contact AICPA
conference registration at 888-777-7077.
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BizSites

PCPS
UPDATE

What are the new issues for your firm?
What are your major concerns as a CPA firm owner? What
are the biggest obstacles you face? Do your peers feel the
same way? For the past three years, the PCPS manage
ment of an accounting practice committee (MAP) has sur
veyed PCPS member firms to determine the top five man
agement issues.
In 1999, practitioners said these were the top issues:
1. Finding, hiring and retaining quality staff.
2. Marketing and practice growth.
3. Determining and meeting client needs and expecta
tions and delivering high-quality services.
4. Capitalizing on consulting opportunities.
5. Keeping up with technology.
Hiring and retaining quality staff was also number one
the previous year. It was followed, in order of impor
tance, by keeping up with technology, capitalizing on
consulting opportunities, marketing and new service
development.
We need your responses to determine what the year
2000’s top issues will be. Participate in this important
survey. Call 800-CPA-FIRM to complete and submit your
survey by September 30,1999.

Publication discounts for PCPS members
Information has been sent to PCPS members about a 20%
discount on the following paperback publications:
Professional Standards
FASB Current Text
Audit and Accounting Manual
Technical Practice Aids
FASB Original Pronouncements
Firms that order all five books will receive a further
discount.

Useful Web sites for the
practicing CPA
www.Help Me Out
Most of you by now probably have set up a Web site for
your own business, purchased a product online or
searched for information on a government Web site. But
how proficient are you when you are on the Internet?
Use the following Internet information sites as teaching
aids for yourself, your staff or your family.

www.tech-talk.com
If you are a hapless computer user who often finds techie
jargon confusing, is prone to hitting the wrong key or is
the victim of constant “lock-ups,” this site is dedicated to
you. There is a tech-talk section full of important terms
and tips for nontechies and an online assistance group
that helps you out of small jams.

www.netforbeginners.about.com
If you are just starting to work online, or if you want an
easy listing of Internet sources, this site has what you
need. Click on “Internet for Beginners” and see a com
plete listing of search engines, browsers, technical sup
port and a section on teaching the Internet to children.
The site also has a shopping center where you can find a
business consultant, buy computer hardware and soft
ware or search for low airfares.

www2.famvid.com/i101/
Internet 101 is a great Web site learning center for both
adults and children. Click on a variety of icons and learn
how to use browsers, run searches and join chat groups.
It explains how viruses are transferred over the Web and
gives nifty tips on blocking Web sites for your children.

Networking for midsize firms

www.creativegood.com/help/

To help you take advantage of the valuable knowledge
and experience of your colleagues, the PCPS MAP com
mittee is organizing MAP network groups for firms with
10-24 AICPA members.
The mission of the network groups is to gather firms of
similar size—no more than 30 firms per group—to meet
several times per year and participate in in-depth practice
management discussions and exchange information on
operations and other professional issues.

Creative Good is a consulting firm that specializes in
making the Internet easier to use. Its Web site boasts a
list of more than 75 how-to columns for the Internet.
Some of the columns are titled “How to Use AltaVista,”
“What Is Java?” and “Does Push Matter?” Other useful
columns include “How to Check Your E-Mail When
You’re on the Road,” Should You Accept the Cookie?”
and “My PC, My Ulcer.”

continued on page 8
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The first MAP network for midsize firms will be this

continued from page

fall. PCPS firms with 10-24 AICPA members are eligible
to participate. If you are interested, please call
800-CPA-FIRM for an information form. If your firm had
previously expressed interest, information will be for
warded to you automatically in August.

Save the date
If you regretted missing the May practitioners sympo
sium, mark down this date:The next one will be held June
4-7, 2000, at Caesars Palace, Las Vegas. More than 600
people gathered this year in Arizona to swap practice tips
and discuss management and professional issues. The
event was a huge success, and it’s bound to be just as
much fun and just as enlightening next year. Don’t miss
it. Plan ahead.

October staffing forum
Staffing is the number one management concern for CPA
firms. That’s why the AICPA/PCPS is organizing a special
conference to help firms deal with hiring and retaining
high-quality personnel. The PCPS MAP committee’s

staffing forum will be held October 24-26 in Las Vegas to

help CPAs solve this nationwide problem.
The conference is being prepared by a special MAP
committee task force and will bring the profession’s most

innovative thinkers together to deliver recruitment and
retention advice.

PCPS members save. PCPS members can save $100
on the conference and pay only $695 (AICPA members
pay $795). There also will be an optional Sunday session

free to PCPS members on developing firm culture.

Mark your calendars! For more information on confer
ence registration, call 800-CPA-FIRM. PCPS members

will receive registration brochures this summer.

LETTERS TO THE EDITOR
The Practicing CPA encourages its readers to write let
ters on practice management issues and on published
articles. Please remember to include your name and
your telephone and fax numbers. Send your letters by
e-mail to pcpa@aicpa.org.

ADDRESS SERVICE REQUESTED

Harborside Financial Center
201 Plaza Three
Jersey City, N.J. 07311-3881
(201) 938-3005
Fax (201) 938-3404
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